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Winter Scene in Southern Ontario. 


Merry Christmas and a Happy New Year 
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As a large, sound Real Estate House, we are constantly handling mortgages, investments, in- 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.” —Charles Dickens. 


ONCE AGAIN IT'S CHRISTMAS 


Christmas is upon us once more, with its bright lights, 
its shopping sprees, its mailboxes choked with greeting cards 
and its inevitable parties. 


With carefully calculated campaigns to whip up the flag- 
ging sales evident in early fall, shops, department stores and 
supermarkets seem to be dressed up earlier each year as they 
vie with each other for the consumer’s Christmas dollar. 


The business of selling gifts is sure to be a success, for 
the advertising media’s every tentacle will reach out and en- 
tangle us in the aura of tinsel and colored lights that make 
it impossible to go away empty handed. 


But will our Christmas giving be a success? Do we 
sometimes lose sight of our real motives at Christmas, and 
get lost in the routine of the handshake, glib remark and 
toast to Christmas and New Year? 


Christmas giving is after all a goodwill gesture, designed 
to express appreciation. We give at Christmas because we 
want to, not because we have to, or because everybody 
else does. 


Let’s be sure that this year we don’t forget the people 
who make our business successful; that we’ll respond to any 
community call in the spirit of goodwill and generosity. 


* * * * * és * * * * 
December, |957 No. 12 
INDEX 


International Real Estate 


Sterne, H. J. Graham, Mrs. V. Fay A Real Estate Office 4 Federation News 10 
Duncan, A. W. Treleaven, W. H. Bur- Y Public Relati 6 
ton, | A Simpson. our ubliic elations 
QUEBEC: Season's Greetings From Co-Op Report and Statistics 12, 13 
2 J. Bachand, J. A. Turmel, Charles CAREB President 7 Ontario Association 14 
caimcuadnemedaie Alberta Association 19 
Chas. Hoshal, Lloyd Jones Appraisal Section 8 Coast to Coast 20 
THE CANADIAN REALTOR is published monthly by Southam Print- Subscription rates: Canada, British Possessions and the United States 


ing Company Toronto, Telephone EM.3-4021, 19 Duncan St. Business 
Manager—George Collington; Advertising Manager— F. L. Edwards 
& Co. Office Department, Ottawa 


of America—$5.00 a year. Authorized as second class mail, Post 


CANADIAN REALTOR—DECEMBER, 1957 3 





Part 1 








Methods and Procedures 
Of Operating a Real Estate Office 


An address by JULES SAXE to the Vancouver CAREB conference. 


A B.Sc. and a Bus. Admin. graduate, Mr. Saxe has operated a real estate office in California with his wife since 1938, and now employs 25 persons, 
including 14 salesmen. Forced to curtail his business activities due to ill-heath in 1948, Mr. Saxe began studying in the real estate field more 
extensively, attended state and national conventions and began lecturing for the University of California (where he has developed a course in 


Real Estate Office Management, for managing brokers), and to realtors’ groups across the nation. 


First I'd like to take the speak- 
er’s prerogative of adding one word 
to the title of my talk this afternoon. 
The subject is “Methods and Proce- 
dures of Operating a Real Estate 
Office”. I would like to change it to 
“Methods and Procedures of Opera- 
ting a Successful Real Estate Office’’. 

In California, a few years ago, Dr. 
Fred Case of the University of Cali- 
fornia at Los Angeles, did some major 
research on many hundreds of real 
estate firms. He found that we had 
a tremendously big industry, run by 
top salesmen, who, perhaps unfortun- 
ately, are, all too generally, small 
businessmen. It was found that there 
are very few successful brokers and 
salesmen making an adequate living 

that the turnover in salesmen is 
very high—that there are very large 
numbers of offices opening and clos- 
ing every year. 


Business Is Changing 

It was also found that there are 
many different ways of doing things 
in this business—in fact, as many 
ways as there are different offices. 
It was found that successful offices 
are amazingly similar in their oper- 
ation. Large as well as small offices 
can be successful. It was noted that 
the residential real estate business 
is changing. In some ways it is be- 


coming like the used car business, 
due to the many tracts and large 
scale selling. Also, a great many 
more people own their own homes. 


Why Salesmen Leave 

Before I go any further, I would 
like to ask all of you to do something 
for me. Each of you has a card in 
your pocket. Would you please take 
two minutes, and write the answer 
to this question: ‘““Why do salesmen 
leave me?” I would like the answer 
on one side. Now that you have fin- 
ished your answer to that question, 
please turn the card over, and write 
down why you left the office in which 
you learned the business as a sales- 
man—that is, if you are not with 
your original office. 

Even though we are not going to 
collect these cards, I would suggest 
that you keep them, as a reminder, 
and let them guide your future treat- 
ment of salesmen in your offices. 

Now that you’ve done your work, 
I would like to give you the purpose 
of our talk, which is to have more 
successful offices and salesmen, to 
recognize the importance of our field 
and ourselves, and lastly to recog- 
nize the importance of good manage- 
ment. 

Before we can go into methods of 
operation, we have to be on common 


ground as to our concept of a success- 
ful real estate office, as well as why 
salesmen leave. So let’s take the first 
question—the definition of a success- 
ful office, at least as used in research, 
and as used in teaching in this field 
at the University of California at 
Berkeley. 


What Makes Success 

Let’s consider first—is everybody 
happy? Salesmen as well as owners? 
It’s amazing to learn from the re- 
search done how many brokers were 
convinced that they had _ happy 
offices, and yet when the research 
team spoke to the salesmen, they 
found a great deal of dissatisfaction, 
with several getting ready to leave. 

Second, do your competitors be- 
lieve you’re successful? And believe 
me, most of your competitors know 
whether you're successful or not. In 
fact, they generally know almost 
how much you make, whereas your 
own salesmen minimize your ex- 
penses, double your income, and be- 
lieve you're making a lot of money. 

Third, does the public believe that 
you are successful? You know that 
answer yourself, because if the pub- 
lic believes that you are successful, 
you will be getting a great deal of re- 
ferral business, and your sources, 
both of prospects and listings, will be 
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those coming from the general pub- 
lic, without solicitation. This, in- 
cidentally, cannot be rushed. It takes 
years of hard work to achieve. 

Fourth, does the company have 
long range plans or objectives, and if 
so, do your salesmen know what they 
are? 

Fifth, are the top men getting 
more leisure time? This can only 
happen, particularly in the larger 
offices, if good men remain under one 
roof, making money for themselves, 
as well as for the firm, without the 
necessity and problems of managing 
an Office. 

Another point is—is there a plan 
of any nature for a retirement fund 
for any of your personnel? This 
might seem a strange point to bring 
into a real estate company, but in 
studying the more successful in- 


Third, the salesman reaches a 
plateau intellectually. 

Fourth, the salesman feels he has 
learned all there is to know. We who 
have been in business many years 
realize that we never learn all that 
there is to know. But, just as a baby 
who knows only three words is com- 
pletely happy, because he doesn’t 
know there are any more words, so 
is the salesman happy, because he 
doesn’t realize how much more there 
is to know in order to run a business. 

Fifth, the salesman, while he hates 
to leave his friends and his boss, feels 
he has no future just being a sales- 
man, and he feels that he is just 
making his boss and his friends rich, 
and he is concerned particularly 
about himself and his family. 

Sixth, the salesman finally tires of 
direct selling to make each dollar, 


"Successful management involves 


giving services that 


others do not give” 





dustries other than real estate, it is 
found that pension plans certainly 
aid in developing loyalty and stability 
of sales organizations. 

Seventh, is there any plan for con- 
tinuation of business when the owner 
retires? 

And eighth and lastly, can your 
office function for any length of time 
without you? 


Twelve Reasons 

I'd like to answer now the second 
question about which we_ spoke, 
which is “Why do salesmen leave?”. 
We have a number of points, and 
these points are not necessarily in 
the order of their importance. They 
are as follows: First is due to the 
age of the boss. A young man in his 
twenties, looking at his boss, who is 
in his fifties, must realize that in ten 
years or so, his boss is going to re- 
tire. Then he will have to look for 
a new office for which to work. So, 
as soon as he believes he is capable, 
he considers the advantages of going 
in for himself, and, he thinks to him- 
self, the sooner he starts, the better. 

A second reason is due to the am- 
bition of the salesman himself—the 
human element. 
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and wants to do what his boss does 
—have other people do it for him. 


Seventh, the dream and belief of 
every salesman is that the boss just 
sits back, and money rolls in. If only 
he knew! 


Eighth, his wife starts pushing him, 
so now you have ambition, not neces- 
sarily from the salesman only, but 
from his wife. 

Ninth, the boss does make money, 
and buys a second Cadillac, although 
he works less hours. Envy can be a 
potent reason. 


Tenth, the boss adds new men, and 
starts helping them, so the older men 
who were successful, particularly be- 
cause of the help given them by the 
boss, become less successful, and 
their incomes slip. 


Eleven—and I think this is very 
important—when one man leaves an 
office and is successful on his own, it 
makes the rest of the salesmen see 
the possibilities of doing the same 
thing themselves. 

Twelve, there are always unusual 
opportunities arising, such as taking 
over a tract, or being enticed away 
from us by other offices, with glowing 
promises. 


Keep Capable People 

In looking at all these reasons, I 
know we must always bear in mind 
that we must keep capable people 
with us as long as we can, because 
we have a big investment in them. 
Now I'd like to tell you the ideas on 
development of a real estate office, 
as they have been developed by an 
outstanding realtor in Southern Cali- 
fornia, Ira Gribin, of Gribin and Von 
Dyl, down in the San Fernando Val- 
ley in Los Angeles. Ira explains it 
this way, and he calls it the evolu- 
tion of a real estate office. 

When an office opens its doors— 
a brand new office—it is headed by a 
top salesman, and because he is a 
good salesman, he does exceedingly 
well all by himself, because now he’s 
getting full commissions. He doesn’t 
have to make too many sales. And 
then pretty soon, one or two or three 
people join him, either because he 
has solicited them, or because sales- 
men like to start with a new, bigger 
salesman in a brand new office. And 
now our salesman-owner finds he is 
spending a little bit of time manag- 
ing his men—not too much. All too 
frequently he doesn’t make a policy 
book, or plan anything. He just helps 
the men when they need it, and par- 
ticularly still works for his own 
account. 

But as all of these men make a 
little money, the broker says: ‘Well, 
this isn’t enough—my making money 
on just two or three people. I’ll get 
two or three more.” So he gets up 
to four and five, and at this time— 
all of a sudden— our broker is no 
longer a full time salesman. He’s a 
part time salesman and a part time 
manager, but a very little owner, be- 
cause he doesn’t have time to do 
things that he should be doing, as the 
owner, and that is long range plan- 
ning. 


Big Step to Take 

So now he’s kind of stymied, and 
he decides he’d better get a couple 
more, and get a manager. So he gets 
two more salesmen, and then he looks 
around, and takes his best salesman, 
and makes him a part time manager 
and part time salesman. So now both 
the owner and the manager, who 
generally gets a small salary, plus 
what he can produce for himself, are 
managing and selling. And this is the 
whole crucial turning point of a 
man’s business. Very few of us have 
either the understanding or the tem- 
perament to manage a manager and 
step out of the class of being an 
owner-salesman, or a manager, into 
the class of being an executive. Very 
few of us have the ability and the 


(Continued on page 6) 





METHODS AND PROCEDURES 


(Continued from page 5) 
temperament to delegate respon- 
sibility and authority. We fear that 
the manager can’t do a good job of 
managing, so we keep managing and 
selling, and our growth is stopped. 
And pretty soon our oldest and best 
salesmen start to leave us, just as we 
left the place where we learned the 
real estate business. 


Some rules can be laid down to 
correct this, and I hope that some of 
you can use them. I think we should 
take first this turning point of when 
you have acquired five or six sales- 
men, and look at it closely. Should it 
be possible for you to recognize at 
this point that you don’t have the 
capability of delegating authority and 
responsibility, then perhaps you 
should cut back to three, a maximum 
of four, salesmen, and remain a sales- 
man yourself. 


Executive Responsibility 

To be able to answer this question, 
I would like to make a few points by 
which you can determine yourself as 
to whether or not you are ready for 
executive responsibility, or if you 
should remain a salesman-owner. Be- 
cause if it is the latter, you certainly 
can have a_ successful small office 
being a salesman together with these 
few people. The points for you to 
consider are: 


One—Are you a leader? Do you 
inspire trust? 


Two—Do you inspire confidence in 
your salesman, and particularly do 
you make their incomes and welfares 
more important than your own? Do 
you reward those who helps others? 


Three—Can you give and take 
criticism equally successfully? 


Four—do you prefer to be a mana- 
ger or a salesman? Have you tried a 
sales manager, and if so, how did you 
use him? 


Five—do you compete with your 
salesmen, or do you help them? 


Six—Do you recognize the funda- 
mental tasks you must perform, if 
you’re building a large organization? 
To give you an example, old time 
railroad men thought their job was 
keeping up roads and keeping trains 
running, not moving freight and 
people, and so they have lost out to 
the trucks and the airlines. What is 
your job—selling real estate, or 
training and working with a large 
staff to sell more real estate? 


Seven—do you watch your day to 
day activities so closely that you 
don’t see the big, long range develop- 


ments that will affect your district? 
Do you take time to think? When a 
new subdivision opens, do you realize 
or recognize what will happen to 
homes in your section? Have you an- 
ticipated the imapct of freeways in 
your district? When you sell a man 
a new store, do you consider what 
might happen to him when a shop- 
ping centre, now being considered in 
the immediate area, is built and goes 
into competition with him? 

Eight—do you fight changes in 
finance and credit, or try to go along 
and work out the problems with the 
new tools that there are, as well as 
seeking new sources and methods of 
financing? 

Nine—are you doing the right 
thing at the right time? Do you have 
a sense of timing? Do you work with 
builders, or just blame them, because 
it’s tough to sell in competition to 
them? Have you considered the 
potential of trading when money is 
tight, and people want to move from 
one house to another? Do you auto- 
matically complement a _ salesman 
when he’s in trouble, or discipline a 
lazy man? 

Ten—is your firm afraid to make 
exceptions? Do you recognize them 
for what they are, and immediately 
return to the general policy? For in- 
stance, do you ever cut a commis- 
sion, or do you have a tight rule that 
you won’t cut commissions, and never 
deviate from it? Do you ever refuse 
to co-operate, even though you 
usually do. 

Eleven—I think this is perhaps the 
most important point. Do you ever 
let people make mistakes, as part of 
the cost of growing? Henry Ford, it 
has been pointed out, though he made 
billions, during his latter years lost 
billions, and the main reason was, in 
the stories that have been written 
about him, because he was com- 
pletely a dictator. In fact, it’s said 
that when Russia started to grow, 
and Stalin sent men over to the 
United States to study the Ford pro- 
gram, because it was such a big com- 
pany, they copied his autocratic rule, 
in which his chief assistant was 
basically a Gestapo man, and any 
man who thought for himself was 
fired, because Ford didn’t want 
people to think for themselves. And 
yet I know that if you are successful, 
you have made many mistakes, be- 
cause we only learn and grow by our 
mistakes. 

Twelve—and lastly in the list of 
points to consider as to whether or 
not you decide to grow to a big office 
is, do you have integrity? Are you 
honest with others, and are you 
honest with yourself? 





Important Attributes 

These are many points that I have 
covered. However, broken down, they 
all are part of something. You have 
many of the good qualities in this list 
that I have given you, and yet if you 
merely lack a few, you're wiser to cut 
back to being a small office, and be 
happy to have all the attributes that 
I mentioned earlier to you as to what 
is a successful small office. 

I would like, at this point, to give 
you some simple rules to follow, if 
you are a small office, or would ever 
consider returning to being a small 
office, so far as staff size is concerned. 
Number one, you, the broker, would 
use your time better, because you'll 
recognize the waste of time and 
effort in hiring and training staffs 
who ultimately leave you. Two, be- 
cause your overhead is down, you'll 
be able to develop a very high net. 
Your phone bill, your advertising 
bills, ete., certainly won’t grow too 
much. You'll particularly avoid the 
need of adding more secretarial help 
to your staff, as well as other ex- 
penses. You should develop a few im- 
portant clients, and particularly, you 
should avoid developing too diver- 
sified a business. You should not go 
in for large varieties of types, such as 
commercial, industrial and residential 
selling, but choosing any one—the 
one you're best fitted for. Further, 
you should limit your area to as few 
square miles as is possible. 


Size of Office 


Now let’s consider the decision on 
becoming a large office—a large, 
successful office, or a small success- 
ful office. In a large, successful office 
your ultimate aim should be to de- 
velop diversified activities, such as 
brokerage in the residential field, 
rentals, property management, in- 
surance, building, finance department, 
possibly subdivision, industrial and 
commercial sales, possibly even re- 
modelling. Remember, however, that 
as you build each of these new de- 
partments, you will find that you 
make less money for a while, because 
generally a new department will have 
to be subsidized. However, perhaps 
the biggest reason to grow larger is 
that you do develop a permanent 
goal to eliminate the potential in the 
twelve reasons we earlier gave for 
salesmen leaving you. 


Now let’s consider what it means 
to manage a large office—your ulti- 
mate goal. First we have to realize 
that management in itself is a dy- 
namic element; also, that the quality 
of management’ determines the 


success of the business. Management 
makes the resources of every indivi- 





dual more productive. So what does 
management do? And _ you, as 
brokers, are all management. First, 
be the boss, and secondly, direct the 
work of others—that is, getting 
others to do their work. The first 
function of management is economic 
performance, and in real estate, it 
must supply services and houses at 
prices people will pay. All too few 
brokers realize the importance of 
management. As we've mentioned 
earlier, the majority of brokers com- 
pete with salesmen, and do not have 
time for management. The day of 
intuitive management is limited. And 
further, all too many of us blindly 
follow the practice of management as 
it is done in other offices. 


Giving Service 

Successful management is giving 
services that others do not give. And 
believe me, there are hundreds of 
things ahead of us that have never 
been thought of or done—that some- 
body will some day do. Look at all 
the inventions in every other field 
that were said could not be done. 
Somebody invented something, and 
it was done. In our own field, there 
are many ways to serve the public, to 
arrange financing, to attract people 


to houses and make sales. Remember, 
the output of your staff must be 
greater than the input of energy, or 
explained differently, a sale can be 
too costly to make, in the expenditure 
of time, effort and money. Manage- 
ment must teach this to the men— 
that they can take a property too 
far away, and even though they sell 
it, lose money on the deal. It’s very 
important for top management to 
realize that, as you look at your ad- 
vertising bill and your telephone bill, 
and all the other expensive things 
that you do to run a business, that 
the most expensive thing in your 
office is management itself, and if 
you can train and have a good mana- 
ger, he is worth a great deal of 
money. Many managers, in other in- 
dustries, are given interests in the 
business, merely to keep them. Later 
today we'll touch on that subject. 

Also remember that the cost of 
training a salesman can be from two 
to three thousand dollars during the 
first year. And after we’ve spent that 
much money, we should certainly try 
to keep a man with us at least two 
years, to realize our investment in 
him, and forever, if possible. 

At the present time one of the best 
ways to summarize what, in a large 
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office, we can do to eliminate the 
turnover of men, is to take the 
twelve reasons that people leave us, 
and see what we are going to have 
to do eliminate every one of those 
reasons. 


(To be continued in the January 
issue of the Realtor. In the second 
part of this paper, Mr. Saxe discusses 
the reasons why salesmen leave and 
the methods for eliminating them.) 


From the World of Real Estate 


Believe it or not, Russian satellite 
Sputnik’s globe girdling revolutions 
have upped the price of Real Estate. 
Where? On tthe planet Mars. A 
Japanese company, which has been 
selling space to land-hungry Nippon- 
ese on the far flung planet, reported 
that heavy bidding has increased the 
price five times to a high of about 
$2.50 an acre since the launching of 
Sputnik has increased the possibility 
of getting there . . . some day. Bid- 
ders, we presume, must make their 
own arrangements about visiting 
their newly acquired sites. 
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Season s Greetings 


From your CAREB president Jack Stevenson 


My final message as your President will reach you at a 
glorious season of the year, the season of peace and goodwill 
towards mankind, of fellowship with family and friends. A 
source of great satisfaction to me this year was meeting so many 
fine Realtors from all parts of Canada. I know many of you have 
formed life-long friendships that have more than repaid you for 
your extra-curricular activities in and for C.A.R.E.B. To you 
whom I know intimately, I would like to say how much I value 
your friendship, and to those of you who are acquaintances, 


that I hope to have many opportunities in the future to know 
you better. 


Very soon now I shall be relinquishing the reins of office as 
your President and turning them over to Murray Bosley. I trust 
and expect that you will give him the same fine support that 
I have enjoyed. Your president-elect is a man of unquestioned 
ability and one who will devote much time and energy in the 
interests of this fast growing Association. The loyalty and 
support that I received from Vice-Presidents Murray Bosley and 
Don Koyl was largely instrumental in enabling me to thoroughly 
enjoy my term of office. To them may I extend my most sincere 
thanks. 


It gives me great pleasure to tell you that I have received 
the same wholehearted support from my Regional Vice- 
Presidents, my Executive Committees and my seventeen Com- 
mitte Chairmen. To them also I wish to express my gratitude. 


In spite of some recession in our economy and the most 
unsettled state of international affairs, I believe most of you 
enjoyed an excellent year. C.A.R.E.B. I believe continued its 
progress, its membership reached an all time high of over 7,000 
members. The history of our Association has been completed 
and will shortly be in your hands. When you read it you will 


be astonished at the rapid growth of our Association. I shall 
always look back on this year as one of the most rewarding 
experiences in my life, and this would not have been possible 
had it not been for your understanding and encouragement. 


Our rapid expansion made it necessary to give up our 
quarters at 1883 Yonge Street, which we had so much enjoyed 
sharing with the Toronto Real Estate Board. I would like to 
say how sorry we were to dissolve this happy arrangement, and 
to thank T.R.E.B. for their friendly co-operation. Our new 
office at 109 Merton Street is being shared with the Ontario 
Association of Real Estate Boards. It is a bright, cheerful office 
and is of sufficient size to allow for further expansion. 

Bill Follows and his staff have done an excellent job this year 
and have turned out a great deal of work though at times they 
have been short handed. The later situation has now been recti- 
fied and Mr. Quentin Burke, formerly with the Southam Press 
has been employed to assist Mr. Follows in his administrative 
duties. I would like to express here my personal appreciation to 
our staff for their loyalty and good work. 


I would like to close this message with an expresion of 
gratitude for your having honored me by electing me President 
of our Canadian Association for the past year. To all of you 
I would like to extend my very best wishes for a merry 
Christmas and for your health, happiness and prosperity 
in 1958. 

To President-elect Murray Bosley and to Vice-Presidents- 
elect Don Koyl and Jim Lowden and to their new Executive, 
I extend in addition my best wishes for a most successful New 
Year. They shall have my fullest support in their future 
endeavours. 


—J]. S. Stevenson. 
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APPRAISAL 
Tae te). 


Your appraisal Editor, J. |. Stewart, is a graduate of the Uni- 
versity of Toronto and Osgoode Hall Law School and also 
holds the degree of Master of Commerce from the University of 
Toronto. He has successfully completed the basic course in 
Town Planning at the University of Toronto, and is currently 
engaged in studies leading to the Master of Arts in Economics. 

Mr. Stewart is manager of the Appraisal and Mortgage de- 
partment of Shortill and Hodgkins Ltd. and has lectured ex- 









tensively across Canada on all phases of real property. 


For What It's Worth 





J. 1. STEWART 
M.A.I., A.A.C.I., 
S.R.A. 





The Place of Industry in Canadian Communities 


By J. I. STEWART 


PART I—General Considerations and Locational 
Factors 

(1) General 

The appraiser, in analysing a community or area at- 
tempts to relate the types and locations of all the essen- 
tial land uses which appear to be necessary for balanced 
development. In Canada it appears that most communi- 
ties feel that the panacea of all their ills is the attrac- 
tion of industry. This is probably a normal reaction 
when one considers that few single family dwellings pay 
their full share of the municipal financial load and that 
the slack must be taken up by industry and commerce. 
However, not every community can attract industry for 
which they are suited. 


(2) Definition of Industry 


The Urban Land Institute has adopted a general and 
realistic definition. 


EDITOR'S NOTE 

So important is the consideration as to the econo- 
mic potential of our communities to appraisers that 
the Editor has prepared a multipart paper touching 
on the way in which industrial development affects 
communities; the paper also discusses basic points 
concerning industrial location and in particular, 
looks into the question of how and why communities 
attempt to attract industry. 

The article has been divided into the following 
main parts: 
PART I—General consideration concerning the 

place of industry in Canadian communities 

PART II—Industrialization and Land Utilization 
PART III]—What industry and Why 
PART IV—Overall Planning for Industry. 





“Industry” is the gainful activity involved in producing, 
distributing and changing the form of raw materials or 
of assembling components and parts, packaging, ware- 
housing, and transporting finished products. Industrial 
production involves the employment of management, 
labor, machinery and real property to create tangible 
products or utility services having value.” 


Vital to Welfare 


In as far as strengthening the economic base of a com- 
munity, Technical Bulletin 21 of the Urban Land Institute 
goes on to point out that an even broader sense than the 
above can be applied to “industry”. i.e., “what is sought 
is jobs to produce goods or services . . . which add to in- 
stead of merely redistributing the income of the com- 
munity .. . ie., does the activity bring in ‘new money’.” 


Facts concerning industrial movements, the maladjust- 
ments in which must inevitably follow when unwise com- 
munity promotion and sectional patronage are substituted 
for sound economic reasoning in determining where in- 
dustry should go and the relation between environment 
and industrial efficiency comprise one important group 
of data for those concerned with economic planning. The 
changing geography of industry is intimately connected 
with social well being on a local and national level and 
is also vital to economic welfare. 


Postpone ‘Day of Reckoning’ 

The problem has of course long been recognized in 
most countries; in crowded countries, for instance Britain, 
considerable preliminary work has been done but in 
“newer” countries with seemingly unlimited land for im- 
provement the day of reckoning can be postponed. The 
3rd Report of the Commissioners for Special Areas (Eng- 
land and Wales) of 1936 which appeared in the Journal 
of the Town Planning Institute—September-October 1955, 
drew attention to the haphazard and speedy growth of 
industry in the London area and recommended that dras- 
tic steps be taken to limit factory construction there. 





PLACE OF INDUSTRY, cont'd. 


Subsequent to this a Royal Commission was empower- 
ed to inquire into the causes influencing the present geo- 
graphic distribution of the industrial population of Great 
Brtain and the probable direction of any change in such 
distribution in the future and to consider what social 
economic or strategic disadvantages arise from the con- 
centration of industry or industrial population in large 
towns or particular areas of the country. 

As a result of the above preliminary steps, the Distri- 
bution of Industry Act of 1945 was passed and this was 
followed and expanded into the Town and Country Plan- 
ning Act of 1947. In brief, these statutes require that 
any proposal to erect, alter, extend or re-erect any indus- 
trial building of over 5,000 square feet must be in accord 
with the proper distribution of industry. 

(3) Factors of Location 

From a locational standpoint American and Canadian 
industry may be classified into three general groups de- 
pending on the principal determinant of a desirable loca- 
tion; these are: 

Market oriented industries 
Material oriented industries 
Labor oriented industries 

In addition to these main determinants the following 
are also important but in a decreasing degree: 
Available factory buildings Financial Aid 


Personal Reasons Taxes 
Power and Fuel Mergers and Consolidation 
Cheap rent Cheap Lane 


Near Related Industries 

Living Conditions 

(4) Why Industries Locate 
A typical industry has as its basic motive the making 

of profits and the question of planned location is a vital 

but “once on a life time” matter. Industry must satisfy 

itself as to the availability or adequacy of the following: 


Near Parent Company 
Banking Facilities 


Resources Water 
Markets Fuels 
Labor Existing Industries and Facilities 
Land Housing 
Buildings Community Services 
Construction Costs Municipal Government 
Transportation Taxes 
Utilities Public Attitude 

Climate 


(The next part of this paper will consider the implica- 
tion of industrialization on land utilization in Canada) 





This ultra-modern "Shopping Mart" and trading centre will be built 

at Georgetown, Ontario. The $5 million project is planned by 

A. E. LePage Ltd., Toronto realtors. Unusual features of the "Mart" 

include an automobile supermarket, farm implement centre, builders’ 

exchange and complete medical-dental clinic. The site for the Mart 
and an adjoining hotel-motel has already been obtained. 
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Now Available... 


The Canadian Realtor 
BINDERS 





PRICE 75c. EACH 


Sturdy manila folders with screw type metal binding 
posts make durable covers for your copies of the 
Canadian Realtor. 

Each binder holds 12 issues of the Realtor, keeps them 


handy for reference as well as protecting them from 
misuse. 


Order today from: 


Canadian Association of Real Estate Boards 
109 Merton St., Toronto 7, Ont. - HU. 1-5191 
OOOO OL OOOO OVO LOLOL LOLOL LO 


‘ 


Merry Christmas 


Realtors 
and Best Wishes for 


A Happy 
New Year 


TORONTO DAILY STAR 


Canada’s Largest Newspaper 
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Canadian Realtor Vice-President 


Of International Real Estate Group 


Eugene W. Gladstone, Toronto Realtor, was elected a vice-presi- 
dent of the International Real Estate Federation at that organiza- 
tion’s eighth annual congress, held at Wiesbaden, Germany, last 
June. It is the third time that Mr. Gladstone has been elected to 


this post. 


Mr. Gladstone was delegate of 
CAREB to the three-day meet. At 
this, the 1957 meeting, the Canadian 
Association of Real Estate Boards 
achieved the status of full-fledged 
member, and will be expected to play 
a more prominent role in the affairs 
of the Federation than it has in the 
past. 


In particular, it is hoped to arrange 
for a larger delegation to attend next 
year’s conference, as part of an 
organized trip along the lines of the 
successful tour of 1955, when 30 
realtors and their wives included the 
convention in a _ six-week tour of 
European countries. 


Delegates at Wiesbaden included 
realtors from Austria, Australia, Bel- 
gium, Denmark, England, Germany, 
Holland, France, Italy, Sweden, 
Switzerland, Spain and U.S.A. 


Attendance totalled over 500, and 
included official observers from 
United Nations Headquarters, the 
Municipal Government of Paris, 
France, the Senate of the Govern- 
ment of Spain, and the Chamber of 
Commerce of the Government of 
Italy, which indicates the importance 
of the gathering. 


Reporting to the CAREB on his 
return, Mr. Gladstone said that the 
convention was held in the beautiful, 
modern, air-conditioned Rhein-Mein- 
Halle, which is a proud post-war 
acquisition of Wiesbaden, and site of 
many important European and inter- 
national conventions. 


Instantaneous Translation 


All seats in the hall are equipped 
with earphones, which provide in- 
stantaneous translations in either 
English, French, German or Spanish. 


“The first day’s business” reported 
Mr. Gladstone “dealt with reports 
from member countries. Each out- 
lined the methods used in practising 
the profession of real estate in his 
own country. The connection between 
planning, constructing, operating, 
maintaining, financing and selling of 


10 


real estate was outlined. The role of 
the real estate man as a consultant, 
appraiser and an adjunct of the 
property owner was outlined.” 


The role of housing and its relative 
importance to the national economy 
was stressed by representatives of 
governments. The problem of provid- 
ing adequate and _ suitable living 
quarters to the masses as an antidote 
to the spread of Communism, was 
prominently debated. The Govern- 
ment representatives of Spain, France, 
and Italy in particular, stressed the 
importance of the foregoing. 


From Mr. Gladstone’s report it is 
evident that real estate organizations 
in nearly every country of the world 
find education is of paramount im- 
portance. Consequently in almost 
every country, a course of profession- 
al education has become a pre- 
requisite to the obtaining of a real 
estate broker's licence. 


For example: 

In Austria, a candidate for a 
broker's license must take an edu- 
cational course and then appear 
before a board of examiners. 
Successful candidates get a dip- 
loma. 


® In Belgium, the Ministry of Eco- 
nomics issues licenses after exami- 
nation of the candidate by a 
county judge. Candidates then pass 
through an elaborate “swearing in 
ceremony”. 


Thorough investigation of morality, 
background, etc., must be under- 
gone in Switzerland. This is done 
to prevent the profession becoming 
a “dumping ground” for disbarred 
lawyers, etc. 


@ In Germany it has become a statu- 
tory requirement that applicants 
have a minimum education equiva- 
lent to the high school senior 
matriculation. 


@ In many countries (including Eng- 
land), a movement is now gaining 
momentum to merge the profession 
of the realtor with those of sur- 
veyors, appraisers, valuators and 





auctioneers of real property. The 
congress discussed at length the 
possibility of inviting the Interna- 
tional Associations of the above 
professions to consider the proposi- 
tion of merging into one interna- 
tional body. 


Eight-Point Resolution 


Culmination of the three-day meet 
was the adoption of an eight-point 
resolution, under which members 
pledged to continue their efforts to 
further international understanding 
in the field of real estate. 


In order to preserve the “freedom 
of the individual” throughout the free 
world, they resolved to continue to 
work for the wider distribution of the 
private ownership of real property 
and to extend individual home owner- 
ship in all countries. 

Their resolutions also: 
® urged members to seek out all pos- 

sible methods of financing which 

will attract a flow of additional 
capital into real estate. 


® urged governments to adopt poli- 
cies which will help create stable 
currencies and thus encourage in- 
ternational investments: and to 
eliminate taxation on the transfer 
of real property, which is a detri- 
ment to individual ownership in 
those countries where it exists. 


urged all nations to follow the 
example of those that now permit 
practice of real estate by examina- 
tion and licensing of individuals 
according to their professional 
ability, and to make _ constant 
efforts to improve the standards of 
professional practice through edu- 
cation. 


In concluding his report, Mr. Glad- 
stone urged every “internationally 
minded, wide-awake Canadian Real- 

’, to attend the _ international 


tor”, 
federation’s conventions. 


‘I can personally testify,” said Mr. 
Gladstone, “That these international 
congresses not only widen the busi- 
ness horizons of those in attendance, 
but actually prove to be an enjoyable 
experience. They are a source of new 
friendships, and extremely valuable 
international business contacts, which 
have helped me earn many thousands 
of dollars in extra commissions which 
I would not have otherwise been able 
to earn. 


“I'd also like to express my thanks 
to the president and board of direc- 
tors of CAREB for having honored 
me for a third time by appointing me 
as the Canadian delegate.” 


The Spanish capital, Madrid, is the 


site of the June, 1958, Congress of the 
International Federation. 





Live Public Relations Setup 


Carries Conference Story 
To Public Coast to Coast 


The Vancouver CAREB convention 
received fine press coverage. Seventy 
newspapers carried editorial stories 
about the proceedings at the con- 
vention to readers from coast to 
coast. In most cases they quoted 
from president Jack Stevenson’s ad- 
dress to delegates. 


In addition some thirty newspapers 
carried pre-convention releases ad- 
vising district readers of local 
brokers who were packing their bags 
for the trip to the coast, and what 
they would hear and see at the con- 
vention when they got there. 


The editorial releases were des- 
patched from the press room at the 
conference with the co-operation of 
McConnell Eastman Advertising, pub- 
lic relations consultanis for the 
Vancouver Real Estate Board. 


Representatives of wire services, 
newspapers and radio stations were 
at many of the meetings, and also 
made good use of the transcripts of 
speeches presented at the business 
sessions, which were available in the 
press room before the actual time of 
delivery. 


In addition special releases and 
photographs were sent to a wide 
range of newspapers from coast to 
coast. 


Several newspapers considered the 
conference of such importance, they 
sent a special reporter to cover the 
entire event. 


Explanations Needed 


That the press service at the con- 
vention worked well . . . almost too 
well in fact, can be vouched for by 
one Ontario realtor. 


Unbeknown to him, the official 
photographer at the convention snap- 
ped him enjoying the sights of the 
convention with an attractive lady 
realtor from Vancouver. 


Said photo was despatched with 
others to the luckless realtor’s home 
town paper, where it was published. 


One of the first to spot the pix, was 
said realtor’s wife. We hear there 
was some rapid explaining done when 
the Trans-Continental pulled in to 
that whistle stop. 
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Here is a list of the newspapers 
that published reports on the con- 
vention. (Figures in brackets _in- 
dicate the number of different days 
on which convention stories were 
carried. ) 


ALBERTA: 
Calgary Herald (6) 
Calgary Albertan (2) 
Edmonton Journal (4) 
Lethbridge Herald (5) 
Regina Leader Post (2) 


MANITOBA: 
Brandon Daily Sun 
Winnipeg Free Press (2) 
Winnipeg Tribune (2) 


MARITIMES: 
Charlottetown Patriot (2) 
Fredericton Daily Gleaner 
Halifax Chronicle 
Moncton Transcript (2) 
Moncton Daily Times 
Saint John Times Globe 
St. Johns Evening Telegram 
Sydney Cape Breton Post 
Moose Jaw Times Herald 
Prince Albert Daily Herald 
Saskatoon Star Phoenix (4) 


BRITISH COLUMBIA: 
Cranbrook Courier 
Kelowna Courier (2) 
Trail Daily Times (2) 
Nanaimo Free Press (5) 
Nelson Daily News 
Penticton Herald 
Prince George Citizen 
Vancouver Province (7) 
Vancouver Journal of Commerce (2) 
Vancouver Sunday Sun 
Vancouver Sun (9) 
Victoria Daily Times (4) 
Victoria Daily Colonist 


QUEBEC: 
Montreal Gazette 
Montreal Star (3) 
Montreal Le Devoir 
Montreal Financial Times (2) 
Montreal La Presse 
Quebec L’ Action Catholique 
Quebec Chronicle Telegraph (2) 
Quebec L’Evenement Journal 
Trois Rivieres Le Nouvelliste 


ONTARIO: 

Belleville Ontario Intelligencer 
Brantford Expositor 

Chatham Daily News 

Cornwall Standard Freeholder 





Fort William Daily Times 
Galt Evening Reporter (3) 
Hamilton Spectator 

Kitchener Waterloo Record (2) 
Kingston Whig Standard 
Kirkland Lake News 

London Free Press (2) 
Markdale Standard 

Niagara Falls Evening Review (2) 
North Bay Nugget 

Ottawa Journal (2) 

Ottawa Citizen (2) 

Owen Sound Sun-Times 
Oshawa Times Gazette 
Peterborough Examiner (2) 
Pembroke Observer 

Sarnia Observer 

Sault Daily Star 

St. Catharines Standard (2) 
St. Thomas Times-Journal (2) 
Stratford Beacon Herald 
Timmins Daily Press 

Toronto Daily Star (4) 

Toronto Globe and Mail (4) 
Toronto Telegram (4) 

Toronto Commercial Daily News (2) 
Toronto Financial Post (4) 
Welland Evening Tribune 
Windsor Star 


Your 


PUBLIC 


RELATIONS 


Committee Reports Progress 

As echoes of the Vancouver Con- 
ference roll through the halls of CA- 
REB history, the 1956-57 Committee 
on Public Relations hopes that its 
report will resound as long as any 
other. 

Terms of reference for the Com- 
mittee, which consisted of Murray 
Bosley, Chairman; Hugh Shortill and 
Harry LePage, were established at 
the Halifax Conference. A three-fold 
program was adopted, consisting of 
preparing and placing: 

(1) Monthly news release to news- 
papers in all board cities, the 
two wire services and appropri- 
ate periodicals. 

(2 


Special news release as occasion 
demanded (examples are _ the 
president’s New Year forecast, 
annual co-op statistics, scholar- 
ship awards, C.I.R. results, etc.). 


(3 


— 


A monthly public relations col- 
umn in “Canadian Realtor’. 


(Continued on page 12) 





CO-OP REPORT 
October Co-Op Sales 


Show Upswing from September 


Further defining a trend which be- 
came apparent last year, Co-Op sales 
for October of this year show a 
slight upward movement over the 
previous month, September. Though 
the upward movement of the total 
sales figure is not as emphatic as last 
year’s, it is interesting to speculate 
as to what should cause September 
to be a “slow” month. Correspon- 
dence on this subject would be ap- 
preciated. In the meantime, the fig- 
ures provide food for thought for 
keen boards, or individual realtors, 
who may like to plan advertising or 
sales campaigns for the month of 
September in order to keep up their 
average monthly sales figures. 

The upswing is more notable in 
smaller centres than in the larger 
towns. Toronto barely kept even with 
her figures of the previous month 
whilst Hamilton, Vancouver and Ot- 
tawa lost a little ground. Winnipeg, 
with co-op sales up about 10 per cent 
moved ahead of Calgary and into 
fifth place in the year total compe- 
tition. 


Good Results In Montreal 


Montreal produced fantastic re- 
sults, doubling the sales figures for 
September ($1,200,000) to $2,660,000 
for October. 

Oakville is back into stride, with 
$200,000 as against $65,000 for the 
previous month, Fort William report- 
ed $104,000 as against $44,000 the 
month previous. 


YOUR PUBLIC RELATIONS 


(Continued from page 13) 

In addition, considerable work was 
done in following up the Halifax Con- 
ference resolutions, notably the one 
dealing with educational scholarships. 
This proposal was drawn to the at- 
tention of the Canada Council on 
several occasions. CAREB can view 
with pride the part it played in secur- 
ing 300 new scholarships and fellow- 
ships, with a total value of $800,000 
a year. 

As a result of CAREB’s activities 
in this field, an invitation will be ex- 
tended to it to participate in the 
Canadian Conference on Education, 
to be held in Ottawa, Feb. 17-20, 
1958. 
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Phil Seagrove, better known 
as "Mr. Co-op", with the 
comparative review of co-op 
across the 


operations 
country. 


Monthly graph shows 
how this year's co-op 
sales across Canada 
now are well above 
the sales reported 
last year. 


Recommendations for Next Year 

The Committee recommended con- 
tinuance of the present program dur- 
ing 1957-58. While it regrets the loss 
of its current public relations coun- 
sel, John Caulfield Smith, it feels 
that an excellent replacement has 
been found in the person of Norman 
Deboye. 


At little or no cost, there seem to 
be a number of opportunities that 
can be created to give realtors great- 
er impact on the Canadian scene. 
Three suggestions are offered by the 
Committee: 


(1) Establishment of a speakers’ bur- 
eau, to supply individual or 
panel participants for interested 
groups such as service clubs, 
housing and planning confer- 
ences, high school students on 
‘Career Days,” etc. 


(2) Seeking of representation by 
CAREB appointees on such bod- 
ies as the Canadian Housing De- 
sign Council, Operation Home 
Improvement, the Community 
Planning Association, etc. 








Total Sales in 1956, by months. 
Total Sales in 1957, by months. 


(3) Investigation of the NAREB pub- 
lie relations program in US., in- 
cluding promotion of “Realtor 
Week,” with a view to possible 
adoption of some of its features 
in Canada. 


An Opinion Poll 


In addition, the Committee suggest- 
ed that the posibility of conducting 
an opinion poll to ascertain public 
awareness of, and popular attitudes 
towards the realtor should be investi- 
gated. 


So far CAREB’s public relations 
program largely has been confined to 
providing an information service. 
While this is an important aspect of 
its work, it is only part of what 
should be a well-balanced and co- 
ordinated attack on areas of weak- 
ness in the realtor’s relations to his 
various publics. 


A comprehensive public opinion 
poll would aid greatly in uncovering 
such areas, in permitting them to be 
properly diagnosed and remedies pre- 
scribed. 
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Boards 


Hamilton Unrolls Welcome Mat 
For 36th Ontario Conference 


Hamilton—the golden hinge of 
Ontario—is the site of the Ontario 
Association of Real Estate Board’s 
annual conference in 1958. 

Doors of the Royal Connaught 
Hotel in Hamilton will swing open to 
an expected 350 delegates and their 
wives next February 16, when the 
OAREB holds its 36th annual con- 
ference there. 


For nearly six months now, the 
conference and executive committees 
have been working on plans for the 
conference, sorting out hotel reser- 
vations, reserving meeting rooms, 
contacting speakers, arranging pro- 
grams and entertainment. 


Your editor had a chance to peek 
over their shoulders a few weeks 
ago, and he came away satisfied that 
the 1958 wing-ding has something to 
please all tastes. 


At the mid-November meeting of 
the conference committees in Hamil- 
ton, many details of the program 
were finalised, and the program 
which is published in this issue is 
evidence of the hard work that has 
gone into making a pleasant balance 
between speakers, panels, entertain- 
ment and round tables. 


Highlights of the Conference 
SUNDAY, FEBRUARY 16th 


Directors of the Ontario Associa- 
tion will hold special meetings after 
their breakfast together at the con- 
ference hotel. 


There'll be a tour of Hamilton’s in- 
dustrial, commercial and residential 
sections on Sunday afternoon. Hamil- 
ton realtors will commentate on the 
tour aiming at giving delegates an 
idea of real estate values in the Steel 
City, as well as showing them the 
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three star attractions like the Bur- 
lington Skyway, now reaching its 
final stages of construction, and the 
huge Hamilton shopping centre. 


Delegates will be able to meet old 
friends and make new acquaintan- 
ships at the reception Sunday eve- 
ning. Ontario Association will be the 
hosts. 


MONDAY, FEBRUARY 17th 


Glenn Chambers, chairman of the 
conference committee is scheduled 
to call the conoference to order at 
1.15 Monday morning. 


Welcomes will be extended to dele- 
gates by Hamilton’s Mayor Lloyd 
Jackson, Albert Takefman, president 
of the Hamilton Real Estate Boards 
and P. A. Seagrove, president of the 
Ontario Association of Real Estate 
Boards. 


This will be followed by the report 
of the secretary treasurer, to be pre- 
sented by H. W. Follows. 


First speaker on the morning pro- 
gram will be Phil Seagrove, OAREB 
president, whose review of the year’s 
activities is sure to be of widespread 
interest. 


Following the Ontario president’s 
speech, Mr. Robert Gerholtz, past 
president of the National Association 
of Real Estate Boards is to speak to 
delegates. 


Concurrent round tables will be the 
feature of the afternoon business 
sessions. 


At least five round tables are plan- 
ned. One is to specialize on Documen- 
tation and should be of great interest 
to all those who have ever had to 
write up an offer to purchase, a lease 
or an option. All these topics will be 
covered. 


Association of 
Real Estate 





Executive Committee: 


P. A. Seagrove, President, Hamilton. 
F. N. McFarlane, Vice-President, 
Ottawa. 


Regional Directors: Wilf Webb, Lon- 
don; A. Hawreliak, St. Catharines; 
C. W. Rogers, Toronto; F. J. Dawson, 
Sault Ste Marie; P. H. McKeown, 
Ottawa. 


Secretary-Treasurer: H. W. Follows. 


Other round tables will cover 
aspects of Commercial and Invest- 
ment Real Estate, Proven Methods of 
Advertising and Listing Residential 
Real Estate, and Selling Industrial 
Real Estate. 


Of especial interest to real estate 
board personnel, will be the special 
round table on ‘Board Operation for 
Secretaries”. There personnel from 
board offices will be able to get to- 
gether and discuss common problems 
with the aid of two prominent board 
secretaries. 


The Hamilton entertainment com- 
mittee is arranging for dinner, dance 
and entertainment on Monday eve- 
ning, and this is sure to be a night of 
celebration to remember. 


TUESDAY, FEBRUARY 18th 


First on the program for the Tues- 
day morning of the conference are 
concurrent panels on Co-Op Selling 
and Residential Sales. 


These will be followed by a busi- 
ness session at which amendments to 
the constitution and resolutions will 
be represented. Officers for the en- 
suing year will also be elected. 


Speaker at the Tuesday luncheon 
will be Leonard Knott. Mr. Knott is 
a public relations official whose work 
has brought him into close contact 
with the field of real estate, and 
whose address will deal with the re- 
lationship between a realtor and his 
public. 


The conference will divide into two 
groups for the afternoon’s panel dis- 
cussions on Appraisal. One group will 
discuss the more advanced forms of 
appraisal, whilst another group will 
discuss grass roots residential ap- 
praisal. 


So that delegates will be enabled 
to share in the results of all of the 
panel discussions of Monday after- 
noon, it is planned to call the modera- 
tors of each of these panels to the 
rostrum Tuesday afternoon to pre- 
sent a summary of the conclusions 
that were reached. 





CONFERENCE PREVIEW, cont'd. 


Board presidents and secretaries 
will meet during this presentation in 
Operation OSCAR aimed at discuss- 
ing organizational problems associat- 
ed with small boards. 

Speaker at the final banquet of the 
conference will be Dr. Preston Brad- 
ley of the People’s Church of Chica- 
go. An inspirational speaker, Dr. 
Bradley talks extemporaneously, sel- 
dom using notes. Founder of the 
People’s Church of Chicago, in 1912 
he has become so well-known in the 
city that he is almost an institution. 
He has written eight books, and has 
served on the boards of many Chica- 
go groups such as the Chicago Coun- 
cil Against Racial Discrimination, 


and the Chicago Public Library. 

Installation of officers will follow 
Dr. Bradley’s address, and the asso- 
ciation’s president-elect will address 
members prior to the adjournment of 
the conference. 





TRAVEL TO HAMILTON 


TCA has co-operated with the 
OAREB to arrange special rates for 
delegates travelling to Hamilton (via 
Malton) for the conference. 


The TCA convention travel service 
offers delegates a saving of roughly 
ten per cent on either a one-way or 
a round trip ticket. Stopovers en 
route are permitted, but travel may 
not commence before 15 days prior 
to the last day of the conference, 
that is, February 3rd. 


To obtain your TCA convention 
travel service special rate, write to 
the secretary of the association at 
109 Merton St., Toronto 7. He will 
forward your certificate which you 
must present to your TCA office 
when you purchase your ticket. All 
those travelling by air should make 
their plane reservations immediately 
to be sure of having space. 


Dynamic Pastor Is Chicago Institution 


Since founding the "Great Peoples’ Church of Chicago" in 
1912, Dr. Preston Bradley has become something of an institu- 
tion in the city. He has served on the boards of many organi- 
zations, such as the Public Library and the Council Against 
Racial Discrimination, has written eight books and inspired 
audiences all over the continent by his dynamic addresses. 


Make sure you get to hear these 


fine speakers. Send in your 
conference registration form now 








OUR 
PRESIDENT 
SENDS YOU 


INVITATION 


“Will you be in Hamilton when the 
36th Annual Convention of the 
OAREB opens its doors? I know you 
will be, if you possibly can, for this 
is the event of the year as far as the 
Ontario Association is concerned. 


“At the conference you'll have a 
chance to hear top-flight speakers 
from all over Canada and the United 
States, and our own Ontario realtors 
as well, discussing the particular as- 
pects of the real estate business at 
which they are experts. 


“Ideas for increasing and improving 
your business will abound in the 
speeches and discussions that will 
take place in Hamilton: you'll have 
the opportunity of learning from the 
know-how of thoroughly experienced 
experts, in all fields of the real estate 
business. 


“And besides the tips you'll take 
home with you, you'll come home re- 
freshed in outlook from the exchange 
of informal chats with other Ontario 
realtors. 


“As president of the Ontario Asso- 
ciation, I take pleasure in extending 
a personal invitation to all mem- 
bers to attend the Hamilton confer- 
ence. 


“See you in February!” 


—P. A. Seagrove 


Season's Greetings from Ontario President 


1957 has been a year of ups and downs for Ontario 
realtors, but when the credits and debits have been 
added up, few would deny that they've had one of 
their most successful years to date. 


Co-Op sales have been high, having surpassed all 
previous records. Government moves have loosened 
restrictions of mortgage money and the outlook for 
construction over the winter months seems good. 


It has been another year of prosperity for our As- 
sociation and we can be thankful that we have 
been able to work in an atmosphere of peace and 
security, that unfortunately has not been shared by 
other parts of the world. 


Christmas is just around the corner, and in a spirit 
of humble thanksgiving, may I offer to all of you, 
good health, prosperity and happiness in the coming 
year. 


Let us hope that the year ahead will secure peace 
for our fellow men in other parts of the world, and 
bring us strength to face up to the challenge of the 
future. 


With every best wish for the festive season, 


P. A. Seagrove 
President, Ontario Association of Real Estate Boards. 


> 
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36th ANNUAL CONFERENCE 
PROGRAM 


Sunday, February 16 


Monday, continued 


9:00 a.m. REGISTRATION DESK opens 6:00 pm. RECEPTION 
Pam. - Sas ey See 7:00 p.m. DINNER, Entertainment and Dance 
10:00 a.m. DIRECTORS’ MEETING 
2:00 p.m. BUS TOUR of residential and industrial 
Hamilton Tuesday, February 18 
8:30 a.m. REGISTRATION DESK opens 
Monday, February 17 : 
8:30 a.m. REGISTRATION DESK opens 9:00am. BUSINESS SESSION 
9:15a.m. OPENING SESSION Restienttet Gales Fane 
Call to Order: Glenn Chambers, Chairman Co-Op Selling Panel 
conference committee 11:15am. BUSINESS SESSION 
Invocation: Dr. O. D. Prittle Amendments to Constitution, Resolutions 
Welcome to Delegates: Mayor Lloyd Jackson Election of Officers 
of Hamilton; Albert Takefman, president 12:30 p.m. LUNCHEON 
Hamilton Real Estate Board; Phil Sea- Speaker: Leonard Knott, Public Relations 
grove, OAREB president. Executive 
Annual Report: H. W. Follows, OAREB exec.- Topic: Improving Public Relations between 
sec. the Realtor and His Public 
President’s Address: P. A. Seagrove 
10:30 a.m. BUSINESS SESSION 2:30to BUSINESS SESSION 
Speaker: Robert Gerholtz (past president 3:50 p.m. Panel on Appraisal of Real Estate 
NAREB) (two panels will be held, one on elementary 
Topic: phases of residential appraisal, the other 
12:15p.m. BOARD PRESIDENTS’ LUNCHEON on more advanced problems) 
Pyscentation of Achievement Award and 4:00 p.m. REPORTS OF MODERATORS of Monday 
Jutten Trophy afternoon Panels 
2:15p.m. ROUND TABLE SESSIONS 
to (1) Aspects of Commercial and Investment 4:00 p.m. OPERATION OSCAR for presidents and 
4:30 p.m Real Estate directors of Boards 
(2) Proven methods of advertising and list- 4:30 p.m. UNFINISHED BUSINESS 
ing Residential Real Estate e 
(3) Documentation: covering offers to pur- 6:00 p.m. RECEPTION 
chase, leases, options, etc. 7:00 p.m. FINAL BANQUET 
(4) Selling Industrial Real Estate Chairman 
(5) Board Operation for Secretaries of Real Installation of Officers 
Estate Boards Speaker: Dr. Preston Bradley, People’s 
Moderators: F. Staunton, Toronto Real Church of Chicago 
Estate Board and John Leith, Ottawa Topic: 
Real Estate Board Adjournment 
e 
Keyes Speaker at Toronto Board Dinner 
Kenneth Keyes, president of the States, seems to have reached a 
National Association of Real Estate levelling off point in its expansion, 
Boards and chairman of one of the Keyes felt. More money will start 
largest realty firms in the U.S. ad- flowing toward housing soon. 
dressed Toronto Real Estate Board The standard of training for real- KEN KEYES 


members November 11th. 

Guest of honor at the dinner meet- 
ing included Mayor Nathan Phillips 
of Toronto, and out of town Real 
Estate Board Presidents. 

Mr. Keyes told realtors that in- 
creasing the number of home indivi- 
dual home owners should be their 
primary aim. He foresaw a gradual 
improvement in the supply of mort- 
gage money for houses. 

Industry, at least in the United 
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tors has changed greatly in 30 years, 
he noted. When he entered the busi- 
ness there were practically no train- 
ing facilities and few books on the 
subject. Today the National Associa- 
tion of Real Estate Boards has a 
library of 3,500 volumes on realty 
subjects. 

In the United States, 158 colleges 
have real estate courses and 55 give 
degrees to students majoring in real 
estate. 





NAREB president 
for 1957. 


Mr. Keyes also discussed the real- 
tor’s place in his community, stress- 
ing the need for real estate men to 
devote at least part of their income 
to community welfare or church pro- 
grams. 





Keen Realtors, Salesmen 
Pack One-Day Sales Meet 


Three hundred realtors and sales- 
men from Southern Ontario gathered 
at Hamilton November 15, for the 
Hamilton one-day sales conference. 


Chief speaker for the morning ses- 
sion was Ralph R. Borchard, of Roch- 
ester, New York, member of the 
Board of Governors of the National 
Institute of Real Estate Brokers. 
Mr. Borchard discussed the formation 
of real estate syndicates, and the im- 
portance of lease-back in current real 
estate investment market. He also 
expanded on the services provided by 
the National Institute, which is affi- 
filiated with the National Association 
of Real Estate Boards in the United 
States, playing a similar part to that 
played in a smaller way by our CIR. 


Top Brains and Hard Work 

Don Koyl, vice-president of the 
Canadian Association of Real Estate 
Boards spoke to the conference on 
the topic “So You Want to Go into 
Business for Yourself”. He enlarged 
on the difficulties that would be en- 
countered by a Realtor starting off in 
business for himself, enumerating the 
qualities that are needed for success 
in a very competitive field. 


He enumerated the following quali- 
fications for a good company: 

e A good company is one with suffi- 
cient experience to understand all 
the “ins and outs” of real estate 
practice. 

® It is one manned by efficient per- 
sonnel. 

@ It is one which has enough capital 
to conduct the business without 
limitations. 


e It is one in which the leaders are 
service minded. 


e It is up-to-date and sensitive to 
changing conditions. 


@ It is a company with a strictly pro- 
fessional attitude toward the 
people it tries to serve. 


It maintains in good _ standing, 
memberships in the local, state and 
national Real Estate Boards and 
its specialized Institutes, participa- 
ting in their activities. 

@ It is one in which the salesmen and 
other employees are treated with 
consideration and given every op- 
portunity for personal develop- 
ment. 


@ Has personnel with top qualifica- 


tions, and education in their par- 
ticular field. 
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© Must be willing to work hard over 
long hours to get results. 


“What's Your Beef?" 

At the luncheon session, Ontario 
Association president Phil Seagrove 
took to task those realtors that were 


complaining that business ‘wasn’t so 
hot”. 


Half of Canada’s industrial and 
residential development is_ taking 
place in Ontario, he told realtors and 
salesmen, and Ontario has had 2/3 of 
the hundred of thousands of im- 
migrants who have come to Canada 
in the years since the war, he added 
quoting from the Hamilton Spectator, 
Liberty, and the Financial Post. 


“We've got it all here,” he con- 
cluded “So what are you beefing 
about?” 


Albert Takefman, president of the 
Hamilton Real Estate Board, took 
the chair during the luncheon meet- 
in, presented salesman H. Tizenow 
from the Harry Spenceley Real 
Estate Office with the Salesman of 
the month award. 


L. A. McKINLEY, OTTAWA 
Well-known Ottawa realtor L. A. 
McKinley died in hospital in Boston, 
November 1. He had gone into hos- 
pital there for treatment of a heart 
condition for which he had _ been 
suffering for some months. 


Mr. McKinley entered the _ in- 
surance business in Ottawa in 1930, 
switching to real estate in 1934. Well- 
known in Ottawa real estate circles, 
he had served as president of the 
Ottawa Real Estate Board in 1942, 
1949, 1950, 1951, and 1952, and was 
a director of the Canadian Associa- 
tion of Real Estate Boards in 1949 
and 1950. 


Additionally he was president of 
the Ottawa Chapter, Appraisal In- 
stitute of Canada in 1952. 


GUELPH AND DISTRICT 
REAL ESTATE BOARD 


Toronto Realtor Harvey Keith ad- 
dressed the October 29 meeting of 
the Guleph and district Real Estate 
Board. President D. A. McDougall 
chaired the meeting, introducing Mr. 
Keith and his sales manager, Mr. 
Calladine, who is president of the 
Toronto Real Estate Salesmen Asso- 
ciation. 


CHATHAM REAL ESTATE 
BOARD 
Ontario Association president Phil 
Seagrove spoke to members of the 
Chatham Real Estate Board Novem- 
ber 4. Chatham board president 
Gordon Want was in the chair. 


Mr. Seagrove urged members to 
co-operate fully in the Board’s Co-Op 
listing system, to gain financially at 
the present time, and also to be ready 
to make the most of the housing 
boom predicted for the 1960's. 

“We have a tremendous responsi- 
bility to the public” he added “For 
many of them are starting out in 
life and buying what is probaly the 


largest thing they will ever buy in 
their life.” 


Galt Realtor 
Legion Housing Rep. 

Galt realtor, Larry Brundage, has 
been appointed Housing Chairman for 
Zone C and district representative 
for the Canadian Legion BESL, cov- 
ering 18 branches. 


Mr. Brundage at present is com- 
pleting his second term as president 
of the Galt, Preston, Hespeler and 
District Real Estate board. He is 
also a director of the Ontario Associ- 
ation of Real Estate Boards and Di- 
rector of the Canadian Association 
of Real Estate Boards. 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


SPECTATOR 
WANT ADS 


Serving one of Canada’s fastest 
growing areas 


THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 








Rehabilitation Expert 
Speaks in Hamilton 


the Hamilton Real 
Estate Board heard a_ prominent 
American authority on city rehabili- 


Members of 


tation at their monthly meeting 
October 15th. He was Paul B. Guth- 
rie, co-chairman of the “Build 
America Better” committee. 


Mr. Guthrie is himself a realtor 
from North Charlotte, N.C. He told 
of the ‘‘slum areas” which had at one 
time existed in his city and described 
the six-point program developed 
largely by Charlotte realtors to eli- 
minate the poor conditions: 


e An appraisal of the poorer areas 
was made to determine’ what 
properties were worth rehabilita- 
ting. 


@ Properties which could not be re- 
habilitated were demolished. 


e A program of civic improvement 
which included the building of 
parks and playgrounds was under- 
taken. 


e New building was planned for the 
demolished areas. 


® Civic plans to control future build- 
ing were designed. 


e Zoning’ restrictions estab- 


lished. 


were 


Conservation Plan 


Calling the program a “conserva- 
tion plan” Mr. Guthrie pointed out, 
“this conservation is not a new idea, 
but it is time we applied it to real 
estate problems in our cities”. 


The speaker insisted that a pro- 
gram of rehabilitation must be done 
at grass roots level, independent of 
federal aid, “experts are not the 
people to answer your problems,” he 
said, “You are. Property owners, 
tenants and civic authorities must co- 
operate in a three-sided attack on 
poor housing conditions.” 


An $8 million program which has 
been under way in Charlotte since 
1948 has so far resulted in the re- 
habilitation of 11,204 houses and the 
demolishing of 16,661 houses. 

Increased assessments totalling $16 
million have resulted from the re- 
habilitated and replacement housing. 
“Everybody seems to benefit from 
the housing program,” said Mr. 
Guthrie. 


The speaker was introduced by 
Thomas Dowling a director, and was 
thanked by Stewart Chambers, a 
past-president of the Board. Presi- 
dent Albert Takefman was in the 
chair. 
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REALTORS ASSOCIATION 
OF GREATER NIAGARA 


November Meeting 

Four new members were inducted 
into the Realtors Association of 
Greater Niagara at the November 13 
meeting. They were George H. Simp- 
son, W. J. Wilson, David H. Crowe 
and T. Gordon Wiley. 

“Gift Taxes and Succession Duties 
as they Affect Real Estate’’ was the 
topic of the address by Lawyer Don- 
ald Calvert to the meeting. 

Mr. Calvert said many people were 
ignorant of gift taxes and as many 
as nine out of ten property owners 
have their real estate affairs in a 
mess as far as taxes are concerned. 

He pointed out that succession dut- 
ies only affect persons owning $50,- 
000 or more property when they die. 
Gift taxes, he said, are only charged 
on gifts of more than $4,000 during a 
calendar year. 





Fellow of CIR 
Gets Appraisal Award 


Clayton Fitzsimmons, president of 
the firm C. A. Fitzsimmons and Co., 
and Fellow of the Canadian Institute 
of Realtors has been awarded the 
degree of Accredited Appraiser Cana- 
dian Institute (AACI). He was one 
of five who received the award last 
month, it was announced by the 
Ottawa Chapter of the Appraisal 
Institute of Canada. 


Other Ottawans_ receiving’ the 
award were John Fraser, manager of 
the real estate and mortgage depart- 
ment, Toronto General Trusts Cor- 
poration; J. Allan Kelly, real estate 
and insurance agent, Scott Foster, 
real estate division Department of 
Public Works; and Louis Titley, real 
estate and insurance agent. 


Civic Heads Entertained at Dinner 
By Greater Niagara Realtors 


The Realtors Association of Great- 
er Niagra played hosts to municipal 
representatives from the communities 
of Niagara Falls, Stamford Township 
and Chippawa Village, at the first 
annual “Civic Night’ dinner held 
by the Association in Chippawa 


October 25th. 

There were 160 persons present, 
with a good cross section of leaders 
of the above communities, as well as 
the regular membership of the Board. 

The event was arranged, comment- 


ed past president David MacMillan, as 
an opportunity to tell local elected 
representatives something of the im- 
portance of organized real estate, its 
progress to date, and its aims for the 
future. Complimentary tickets were 
sent to Mayor, reeves and council- 
men of surrounding districts, the 
president of the bar association and 
the Chamber of Commerce. “It was 
such a success,” he added, “that it is 
the association’s intention to make 
the affair an annual event.” 





Among the head table guests at Niagara's Civic Night were, from the left, with their wives, 

seated, Deputy Reeve Clarence Somerville, Chippawa; Arthur C. Jolley, M.P.P.; D. E. Calvert, 

Q.C., president of the Bar Association; Hugh Hart, president of the Realtors Association of 

Greater Niagara; Mayor E. M. Hawkins of Niagara Falls; Harold Logan, president of the 
Chamber of Commerce; and E. Mitchelson, Stamford Township councillor. 
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ALBERTA 








Real Estate 
Association 


EXECUTIVE COMMITTEE 

Donald M. Spencer, president, Edmonton. 
Ervie Jackson, vice-president, Calgary. 
Directors: William Bolze, Red Deer ;Walter 
A. Brown, Calgary; P. A. Buttar, Edmonton; 
G. L. Coward, Lethbridge; Howard S. Kent, 


Calgary; L. W. Puffer, Lacombe; Peter Stack- 
niak, Edmonton. 











Alberta Association Happy 
With Results of Brief 


In the July issue of the Canadian 
Realtor were published details of a 
brief submitted by the AREA to the 
Dominion Government regarding the 
mortgage position in the Province. 


The brief, which had been submit- 
ted by the Association in March, was 
followed by a further review of con- 
ditions, sent to the government in 
August, and in the opinion of the 
directors of the Association, the 
original brief and the later represen- 
tations were in part responsible for 
the release of the additional $150 
million of mortgage money for low- 
cost housing. 


Details of Brief 

The August submission of the 
Association viewed with alarm the 
complacency of the late Liberal 
Government and their lack of positive 
action, and gave statistical proof of 
the seriousness of the situation in the 
Edmonton district. 


It showed that Edmonton house- 
builders were committed to under 
50 per cent of their 1956 production 
for the first six months of 1957. 


Further, it demonstrated that two 
thirds of houses are generally com- 
mitted for in the first half of the 
year, and that commitments were 
way below the previous year. 


Diefenbaker's Answer 

Replying to the submission, Prime 
Minister Diefenbaker wrote as fol- 
lows: 


Messrs. P. A. Buttar and G. Mulek, 
Co-Chairman: Joint National Housing 
Association, Mortgage Committee of 
the Edmonton House Builders Asso- 
ciation and the Edmonton Real 
Estate Board, Edmonton, Alberta. 
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Gentlemen, 


I wish to thank you for your joint 
letter of August 27th in which, on 
behalf of the National Housing Asso- 
ciation Mortgage Committee of the 
Edmonton House Builders Associa- 
tion and the Edmonton Real Estate 
Board, you state your appreciation of 
the recent government decision to 
make available $150,000,000 of federal 
monies to assist prosepective home 
owners in Canada. 


I was very gratified to receive your 
kind letter and I share your hope 
that this move will be of some con- 
siderable help in improving. the 
housing situation across Canada. 


Yours sincerely, 
John Diefenbaker. 


CALGARY R.E. BOARD 


November Meeting 

The feature of the November Gen- 
eral meeting of the Calgary Real Es- 
tate Board Co-operative Limited was 
an address by Mr. D. M. Spencer of 
Emonton, president of the Alberta 
Real Estate Association. 


Mr. Spencer summarized the activi- 
ties of organized real estate on the 
various levels pointing out the neces- 
sity of strong national and provincial 
real estate bodies in addition to local 
boards. 


Annual Banquet 

The annual banquet and dance of 
the Calgary Real Estate Board at the 
Palliser Hotel was held Friday, No- 
vember 29th with 400 guests in atten- 
dance. Guests were received by Mr. 
and Mrs. C. E. Sanders, Mr. and Mrs. 


E. B. Lyle, and Mr. and Mrs. J. I. 
England, the president and vice-presi- 
dents respectively and their wives. 


Advisory Board 

A preliminary meeting of the re- 
cently formed Advisory Board to the 
Provincial Government on real estate 
matters has been called for early in 
December. The main item of busi- 
ness at this particular time is the 
drafting of regulations to provide for 
the examination of all agents and 
salesmen prior to licensing. 

e 

Taking things as they come, and 
being able to live with them is an- 
other form of success. 





LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET .. . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 











BRITISH COLUMBIA 


COAST-TO-COAST 


University Degree in Real Estate 
Becomes Available at UBC 


A $50,000 grant by the B.C. Associ- 
ation of Real Estate Boards to the 
University of British Columbia to 
make possible the establishment of a 
Chair in Real Estate under the Facul- 
ty of Commerce and Business Admin- 
istration was announced today by 
Prof. E. D. MacPhee, Dean of the 
Faculty. 

The announcement culminates more 
than five years of sustained effort on 
the part of the B.C. Association of 
Real Estate Boards to provide courses 
in real estate leading to a degree 
with the ultimate object of appreci- 
ably raising the standard of qualifi- 
cation in the real estate business. 

In a letter to the University out- 
lining the Association’s willingness to 
assist financially, Col. Herbert R. 
Fullerton, President of the B.C. As- 
sociation of Real Estate Boards and 
one of the first exponents of the pro- 
posal, stated ‘the British Columbia 
Association of Real Estate Boards 
has obtained commitments from the 
New Westminster Real Estate Board, 
the Multiple Listing Bureau of the 
Real Estate Board of Victoria and 
from the Vancouver Real Estate 
Board, to provide in the aggregate up 
to $10,000 annually for a five-year 
period to furnish the necessary sup- 
port for the establishment and main- 
tenance of the Chair in Real Estate.” 


Balanced Curriculum 

Charlie Brown, chairman of the 
education committees of the B.C.A.- 
R.E.B. and the Vancouver Board, 
added that the establishment of the 
Chair and implementation of a de- 
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gree course in real estate with a 
strong balanced curriculum, will give 
the B.C. real estate industry a terri- 
ffic head start on the rest of the 
country by providing better trained 
personnel in all levels of real estate 
activity. ‘The course as proposed,” 
continued Mr. Brown, “is unequalled 
in Canada and so far as we know, in 
all of North America.” 

B.C. Realtors paid special tribute 
to both Col. Fullerton and Mr. Brown 
for their untiring efforts towards 
this goal. Since the real estate busi- 
ness first looked into the possibility 
of better educational facilities and 
training for potential real estate prac- 
titioners, Col. Fullerton and Mr. 
Brown and his committees, have ex- 
amined data relating to every real 
estate course taught in Canada and 
most of those available in the United 
States. 


As a result of their extensive re- 
search they came to the conclusion 
that no existing course had sufficient 
scope to achieve the standard desired 
here and, working with the Faculty 
of Commerce and Business Admini- 
stration, outlined a program of pos- 
sible courses which would better fill 
the industry’s present and future 
needs. 

Col. Fullerton also expressed the 











industry’s appreciation to Dean Mac- 
Phee for his co-operation and hard 
work after being approached by the 
real estate industry for assistance and 
advice, particularly in setting forth 
the requirements of the staff which 
would be needed to handle such a 
board curriculum and in determining 
whether or not persons with the de- 
sired qualifications could be found. 


Vancouver Library 


Helped by Board 


Vancouver’s proud new public lib- 
rary is rapidly developing ‘the finest 
real estate section in any library in 
North America” thanks to hard work 
on the part of the Vancouver Real 
Estate Board's library and education 
committee, headed up by Realtor 
Charlie Brown. 


Earlier this year the board an- 
nounced a $1,200 grant to the library 
to assist with the establishment of a 
special section dealing with real es- 
tate. This was matched three to one 
from the library's own funds. 


Opened November Ist 

When the new building opened No- 
vember Ist the special section came 
into existence, and is already offering 
a wide selection of topics in over 500 
volumes. More books, ordered earlier 
for delivery after the library was 
comfortably adjusted to its spacious 
new surroundings, are due any day. 
Every recent book dealing with real 


MISS AILEEN TUFTS, 
head of the Vancou- 
ver Public Library's 
Business Reference 
section and Charlie 
Brown, chairman of 
the Vancouver Real 
Estate Board's educa- 
tion committee, exa- 
mine one of the many 
books on real estate 
made available 
through the Board's 
$1,200 grant to the 
library earlier this 
year. A_ complete 
section of the new li- 
brary building is de- 
signed to hold these 
volumes. 








COL. H. R. FULLERTON 
BCAREB President 


estate which is still in print has been 
ordered. 


Every North American real] estate 
periodical of any local importance has 
also been subscribed to and will be 
kept in permanently bound form to 
provide a complete reference service 
on any subject dealing with real 
estate. 


Christmas Meeting 


The meeting of the Vancouver 
Real Estate Board will be held at 
12.15 p.m. on Wednesday, December 
18 in the Hotel Georgia. In a report 
to the Board Directors, November 
14th, program, sports and entertain- 
ment committee chairman’ Len 
Korsch, advised that tentative ar- 
rangements had been made for pro- 
fessional entertainment at the 
“Christmas” luncheon. Included in the 
proposed acts are a Barber shop quar- 
tet, magic act and a_ professional 
singing group. 

The West Vancouver division of 
the Board will hold its annual party 
at Cayon Gardens on January 23rd. 
North Vancouver division will hold its 
annual Christmas party on the even- 
ing of December 18th in the Thunder- 
bird Room at Capilano Gardens. The 
directors of the Board voted to assist 
each of the two division parties fin- 
ancially and approved cost of enter- 
tainment for the December 18th 
Board luncheon of $140.00. 


R. T. CHAVE 
Vancouver Realtor 

Death occurred November 5, of 
Reginald Thomas Chave, well-known 
Vancouver realtor. 

Mr. Chave settled in Vancouver in 
1935, and entered the real estate and 
insurance business with the late Kirk 
Robinson in Kerrisdale. At the time 
of his death, he was president of the 
Vancouver realty firm of Chave and 
Robinson, which the two founded in 
1936. 
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November Meeting 

“Power of Enthusiasm”, one of the 
newest film releases on salesmanship 
was the entertainment highlight of 
the November meeting of the Van- 
couver Real Estate Board, held Wed- 


nesday, November 20 in the Hotel 
Georgia. 


Also on the program was presenta- 
tion of a $25.00 prize to the winner 
of the Salesmen’s Division “Name the 
Column” Contest which recently con- 
cluded. Winner was Ernie LeCours 
of A. E. Austin & Co. Ltd., for his 
suggestion ‘Deeds & Misdeeds”. The 
name will be used for the Salesman’s 
column in the V.R.E.B.’s bi-monthly 
publication ‘‘Vancouver Realtor”. 


New Members 

Six new members were presented 
with their membership certificates at 
the November 20th meeting. Ap- 
proved for Active Membership by the 
V.R.E.B. of Directors this week were 
Crane Realty Ltd., Vancouver; Scott 
& Tonnelier Real Estate Ltd., Van- 
couver; Commonwealth Realty and 
Insurance Agencies Ltd., Vancouver; 
Hoover & Taggart Realty Ltd., Van- 
couver; Sunrise Realty Ltd. and 
Dow-Page Real Estate Co. Ltd. 


SASKATCHEWAN 


Real Estate Course 
Under Way in Sask. 


Tuesday, November 5, was the 
opening date of the short course in 
real estate, programmed for three 
days at the University of Saskatoon. 


The course, under the auspices of 
the Saskatoon Real Estate Board, 
was designed to improve the profes- 
sional status and service potential of 
realtors, in accordance with SREB 
objectives. 


On the first night of the course, 
Mervyn Woods, city lawyer and lec- 
turer at the college of law, spoke on 
the licensing act. B. L. Streyer, law 
college instructor, discussed the law 
of contracts. 


Wednesday evening, Prof. O. J. E. 
Lang of the law faculty lectured on 
the law of principal and agent, with 
questions and discussions following 
his talk. 


Highlight of the course was the 
Thursday evening panel. Doug Wood- 
ley took the chair introducing Gor- 
don McCallum who spoke on real es- 
tate selling; Jack Bailey whose topic 
was listing real estate, and Harry 
Link who discussed advertising. 


QUEBEC 


Montreal Board 
Sponsors Course 


A course in real estate principles 
and practice will be given during the 
coming winter under the sponsorship 
of The Montreal Real Estate Board, 
it was announced last month. 


The course is being organized by 
the board’s education committee, un- 
der the chairmanship of Henry 
Joseph. It will comprise 12 weekly 
lectures. 


Open to everyone interested in real 
estate, the course will cover such 
subjects as salesmanship, appraisal, 
real estate investments, legal aspects 
and mortgage loans. The fee will be 
$15 for members of The Montreal 
Real Estate Board and $20 for others. 


The lectures will be given by a 
group of experts that includes Gerald 
Le Dain, associate professor of law 
at McGill University, and realtors 
C. L. Abbott, S. J. Smith, Marcel 
R. Audette, J. A. Lowden, D. S. 
Keast, G. H. S. Dinsmore and G. E. 
Johnson. 


NAREB President Keyes 
Speaks in Montreal 


Encouraging citizens to acquire 
homes of their own by easing the 
terms of purchase is not an inflation- 
ary measure, Kenneth S. Keyes said 
in Montreal November 12. The presi- 
dent of the National Association of 
Real Estate Boards was continuing a 
Canadian tour which has involved 
speaking dates in Vancouver and To- 
ronto. 


“There is a very vital and impor- 
tant difference between extending 
credit for the purchase of a home, and 
credit for the purchase of consum- 
able goods,” he told a meeting of the 
Montreal Real Estate Board. 


“Many economists are telling people 
that if ever there was a ‘best time’ 
to buy a home, this may be it.’ He 
noted that a much lower down pay- 
ment is required to buy a house in 
the U.S. than in Canada. 


Mr. Keyes noted that ‘money plan- 
ners continue to emphasize the im- 
portance of greater savings. We have 
known for a long time that the best 
savings program for the average fam- 
ily is regular monthly payments on a 
home.” 


(More Quebec News on page 22) 
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MARITIMES 


COAST-TO-COAST 


Appraisal Institute Executive 
On Maritime Boards Visit 


Highlight of the November meeting 
of the Halifax-Dartmouth Real Estate 
Board was the address by Grant Phin- 
ney, vice-president and _ executive 
council member of the Canadian In- 
stitute of Real Estate Appraisers, 
and Past President Hamilton Board, 
who was in Halifax at the invitation 
of the Board to outline ways and 
means of setting up a Halifax Chap- 
ter of the Appraisal Institute of Can- 
ada. 


Board Re-Organization 

Meeting at the Lord Nelson Hotel 
in Halifax, the Board made some far- 
reaching decisions involving re-or- 
ganization of the Boards activities, 
and elected new executive members. 
These are Charles A. Piper, president; 
Pat King, vice-president; and H. C. 
Delano, Raymond W. Ferguson, B. A. 
Gaffen, Mark O’Connor and C. F. 
Whynacht, directors. 


License Mandatory 

Mr. Piper commented that result- 
ing from earlier moves by the board 
which involved suggestions to the 
Nova Scotia Legislature, new legisla- 
tion has been passed under which it 
will be necessary for all real estate 
brokers and salesmen to obtain a 
provincial real estate licence. Mr. 
Piper said that in addition, the city 
real estate board will enforce its code 
of ethics among its members and 
assure the public of fair dealing by 
accredited members of the board. All 
members in good standing will have 
the privilege of displaying cards certi- 
fying their membership in the Cana- 
dian Association of Real Estate 
Boards to inform and reassure the 
public. 


“This is the best means”, said Mr. 
Piper, “Of combating the flagrant 
malpractices of irresponsible real es- 
tate men in the province.” 


Visit to Moncton 

Members of the Moncton Real Es- 
tate Board joined members of the 
Maritime chapter of the Appraisal In- 
stitute of Canada at a dinner meeting 
November 13 to hear an address on 
the importance of the qualified real 
estate appraiser in the community. 
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Guest speaker, Grant Phinney of 
Hamilton, Ontario, eastern  vice- 
president of the Appraisal Institute, 
told the gathering that the ‘primary 
role of the real estate broker is to 
assist people wishing to buy, sell or 
exchange real estate and to advise 
them in real estate matters—the ap- 
praiser goes further”’. 


Fields Overlap 

“Although,” he added, “it is rather 
obvious that the work of the real es- 
tate broker and the appraiser over- 
lap.” 


In stressing the importance of the 
appraiser’s job, the speaker pointed 
out that “in the neighborhood of 60 
to 70 per cent of our national wealth 
is invested in real estate.” 


OOPS! WE GOOFED 


Preparing the Roster issue of the 
Canadian Realtor is always a 
lengthy and complicated task, and 
it's inevitable that the odd error 
will creep into the listing of the 
four thousand names that comprise 
the roster. 


We apologise for the following 
errors, and would suggest that 
readers alter their file copies as 
follows: 


Omitted from Roster Issue: 


Conway Real Estate, 

13 Wellington North, 

Sherbrooke, Que. 

(Frank J. Conway). 

Eastern Builders and Sales Ltd., 
125 Cunard Street, 

Haifax, N.S. 

(Raymond W. Ferguson). 
Oakwood Realties Ltd., 


Westphal, N.S. 
(E. A. Sutherland). 


Correction of Error in Roster: 


Smith, Samuel & Son Ltd., 


901 Bay Street, 
Toronto, Ont. 
(Isadore Smith, Irving P. Sussman). 











EDITOR'S MAILBAG 


Editor, 
Canadian Realtor. 
Dear Sir: 

The recent article in “The Cana- 
dian Realtor” by Mr. P. D. Wildsmith 
on “Value to the Owner” was in my 
opinion very timely. It showed a wide 
knowledge and a sincere appreciation 
of the responsibilities and functions 
of expert witnesses in expropriation 
matters. 


After over a quarter of a century 
of appearing in Court in connection 
with arbitration proceedings I can 
say that too often expropriations are 
ruthless and that the impact is 
generally on the small owner. 


I liked the phraseology where the 
writer comments as follows—‘show- 
ing value to the owner in a manner 
acceptable to the Court’’—“‘consider- 
ation of each case on its merits” 
“The true function of the witness is 
being of help to the Court”. 


In the latter connection I recall a 
judge asking a very positive witness 
what he considered his duty as a 
witness. The reply was “‘to help my 
client win”. He was told by the judge 
that his function was ‘to assist the 
judge in arriving at a fair decision”. 


Any expert witness, no matter 
what his profession, has a_ serious 
responsibility. In cases of medical 
testimony the implications can be far 
reaching. 


While life or liberty does not 
usually depend on the evidence of a 
real estate appraiser, nevertheless a 
general principal is involved to be 
scrupulously fair regardless of ev- 
ery other consideration. The more 
favourably known and respected an 
expert witness becomes the greater 
his responsibility. 

From comment I have heard I be- 


lieve we should hear more from 
Mr. Wildsmith. 


Yours very truly, 


C. E. Purnell, 
Hamilton, Ont. 


GO FOR BROKE 
During vacation days some people 
stop trying to balance the budget 
and begin budgeting the balance. 


Wherever highway laws are enfor- 
ced deaths decrease—insist on strict 
enforcement. 
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GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 5 
Cornwall, (the Seaway City). 
NANAIMO, B.C. 
“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 
SUMMERSIDE, P.E.I. 
“Summerside Realties” 
Box 298, Summerside, P.E.I. 
@ BARRIE, ONT. 
Charles A. Rogers Realtor, 
Sterling Trusts Building. 
PArkway 6-6387. 
e OTTAWA 


P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W., (CE. 2-4806). 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 

Hughes & Co. Ltd., 

125 - 10th Street. 
e CALGARY, ALTA. 

Burn-Weber Agencies, 

218 Seventh Ave. W. 
e EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 
NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 
OTTAWA, ONT. 
Charles A. Brownlee Limited, 
63 Sparks St.—CEntral 2-4203 
PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


e QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 
WINDSOR, ONT. 

Alex. E. Hoffman, 

930 London St. West. 

e CALGARY, ALTA. 
Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 

© OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


e CALGARY, ALTA. 
Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

® EDMONTON, ALTA. 

Melton Real Estate Ltd., 

10154 - 103rd Street. Phone 47221. 

EDMONTON, ALTA. 

Don Reid Real Estate Co., 

11563 Jasper Avenue. 

e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 

e HALIFAX, N.S. 

Roy Limited, 
Roy Building. 

e REGINA, SASK. 

W. Clarence Mahon, 
350 Western Trust Bldg. 


e WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 
e EDMONTON, ALTA. 


Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 


FOR FARMS 
AND RANCHES 


e KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475 


e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 


e TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 
e ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 
Dominion Building, MUtual 4-2324. 





Rates for Professional Listings 


For six insertions : $50.00 
For twelve insertions eee $80.00 





FOR SUMMER 
PROPERTIES 


e MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 
e VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
e WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 
® CALGARY, ALTA. 
Crown Trust Company, 
227 Eighth Avenue W. 
e OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 


Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 
and 


Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 10154 - 103rd St. 
Phone 47221 


Calgary, 534 - 8th Avenue West 
Phone AMherst 6-225] 


Rates for Advertising 
In the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 lines — less than 6 issues .. $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 





PROFESSIONAL 
LISTINGS 


Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 





Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 
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Brokers 


Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 7,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 


One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 
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